Purpose -The purpose of this paper is to obtain evidence of the relation between entrepreneur proactive networking behavior and trait emotional intelligence to support transition towards entrepreneurial careers.
1 Introduction Brass, Galskiewicz, Greve and Tsai (2004) define a network as a set of actors and the set of ties representing some relationship, or lack thereof, between the actors. Social and professional networks have existed since society began. They provide spaces for people to interact and share personal and professional information and experiences. In face-to-face settings, networking spaces range from industry events to leisure activities. They both offer a chance to grow a social network in productive directions. With the development of the Internet, most professionals start to use sites such as Twitter or Facebook, for instance, to find professional opportunities. At the same time, those who want to connect with more business-related contacts turn to sites like LinkedIn to develop professional relationships. Notwithstanding the site type (personal versus professional or online versus offline) businessrelated purposes can be reached.
In the business world, a network usually involves contacts with a variety of colleagues for the purpose of mutual work benefits and they are important for accomplishing tasks and professional development (Linehan & Scullion, 2008) . Thus, professional networks include contacts in different categories: professionals of the same industry, professionals of other industries, suppliers, customers, financial institutions, governmental institutions, competitors and other companies' partners. These relationships take considerable effort and time to establish and sustain (Sowon, 2013) ; therefore, it is important to confirm which factors can have a positive and certain impact on successful networking strategies.
Entrepreneurship research has frequently examined the value of professional networks, and how such networks develop (Anderson, Dodd, & Jack, 2008 . Start-ups require a myriad of resources, from information to capital. For that reason, entrepreneurs form ties with outside entities to get access to critical resources. Such ties form the entrepreneur's "social capital", or the sum of the actual and potential resources embedded within, available through, and derived from a relationship network (Nahapiet & Ghoshal, 1998) . These networks give entrepreneurs access to other's information, advice, influence, and resources that are not available via market transactions (Hoang & Antoncic, 2003; Ostgaard & Birley, 1994) . It can also help the company to achieve economies of scale (Mancinelli & Mazzanti, 2008) . Thus, managerial implications relate to the fact that networking is a key asset for the competitive advantage of a company, business survival, growth and return on equity (Mitrega, Forkmann, Ramos, & Henneberg, 2012; Watson, 2007) . Despite this evidence, some findings indicate that the business advantages of networking are still undervalued (Bennett, Owers, Pitt, & Tucker 2010) and that, sometimes, networking does not lead to anticipated outcomes as relationship might fail to develop (Sowon, 2013) .
Given that entrepreneurial behavior is a function of individual differences, personality and ability factors should predict entrepreneurial activity and success (Zhao & Seibert, 2006) . In parallel, researchers study the role of networking in supporting entrepreneurial success (Lechner, Dowling, & Welpe, 2006) . But, what does networking behavior explain? Authors such as Treadway, Breland, Adams, Duke and Williams (2010) suggest that socioeconomic and managerial status could explain an important part of the levels of networking behavior, but other factors also come into play, such as skill and motivation, which need to be considered, as they operate interactively and assess the interactive impact of political skill (the ability to interact effectively with others). In addition, their findings indicate that, in general, individuals with a high politicallyskill level would find networking behaviors less difficult and more rewarding.
Other authors found that networking behavior is influenced by personality dimensions (i.e., extraversion, agreeableness, openness to experience) (Muscanell & Guadagno, 2012; Wolff & Kim, 2012) . While Correa, Hinsley and Gil de Zúñiga (2010) correlate individuals' personality traits and emotional stability with the use of networks. Given the social nature of networking activities, trait EI (TEI), conceptualized as a collection of emotional dispositions and selfperceptions located at the lower stratums of existing personality hierarchies , is an important factor for predicting networking behavior. As Chell and Baines (2000) demonstrate, the ability to effectively interact with other people is associated with a higher trait EI (Chell & Baines, 2000) . In a highly competitive economy, emotional and social intelligence lead to a shared vision and a dramatic increase in success, as illustrated by Boyatzis and Soler (2012) . Moreover, successful entrepreneurs will be the ones who effectively manage their networks and build strong relationships (Bhattacharyya, 2010 ). Network's effectiveness increases when networking activities are planned (O'Donnell, 2004) or, in other words, when, entrepreneurs are proactive in networking.
To test the arguments presented above, an online survey was conducted to study the relation between entrepreneur's proactive networking behavior and Trait EI. The Trait Emotional Intelligence Questionnaire-Short form (TEIQue-SF), developed by Petrides (2001 Petrides ( , 2009 , was used to test hypotheses on the factors that define a proactive use of a professional network and their relationship with the individual level of trait emotional intelligence and its four components (well-being, self-control, emotionality and sociability).
In this regard, the article answers two key research questions: 1. How does trait emotional intelligence relate to the proactive networking behavior among entrepreneurs? 2. How can trait emotional intelligence act as a predictor of proactive networking behavior? To answer these questions the research methodology follows the fundamentals of trait EI theory, based on Petrides (2001) and Petrides, Furnham and Mavroveli (2007) . As a contribution, the paper lead us to a better understanding of the role trait EI plays in an entrepreneur's network development process. A review of related studies is considered in section two. Section three presents the research methodology and study. And finally, findings, discussion and conclusion are presented.
Proactive Networking and Emotional Intelligence

Proactive networking behavior
In 2007 the European UniversityEnterprise Cooperation Network (Luca & David, 2007) investigated the way the three main stakeholders -academics, employers and graduates -view the training of entrepreneurial competences in practical placement. The three groups considered that the best achieved competences were the following: capacity to establish productive relationships, capacity to understand customers' needs and, ability to gain social capital-professional networking. Two out of three main competences are related to networking behavior. This means that this competence is a must-have for entrepreneurs.
Networking implies building personal and professional relationships to create a system of information, contact, and support that is crucial for personal and career success (Rasdi, Garavan, & Ismail, 2011) . It can be understood as 'individuals', the attempts to develop and maintain relationships with others who have the potential to assist them in their work or career' (Forret & Dougherty, 2004, p. 420) . It is a process of building up and maintaining informal, cooperative relationships in the expectation that this networking will assist job performance and career success (Van Emmerik, Euwema, Geschiere, & Schouten, 2006) . These definitions understand networking as a proactive behavior, which involves developmental relationships for professional success (Kram, 1985) . In the same way, Sowon (2013) conceptualizes networking as a process that involves proactive behavior, where proactivity is needed in order to build useful relationships.
In the field of entrepreneurial research, the value of networks as part of the explanation for the The role of trait emotional intelligence in predicting networking behavior entrepreneurial success is widely acknowledged (Bøllingtoft, 2012; Tipu & Arain, 2011; Rothschild & Darr, 2005; Hite & Hesterly, 2001 ). According to Anderson et al. (2008, p. 125) , networks "contribute to entrepreneurial capacity by extending the individual's asset base of human, social, market, financial and technical capacity". Formal and informal networks are crucial in an entrepreneurial environment (Rothschild & Darr, 2005) ; though most entrepreneurs are not aware of the value of their networks for their business (De Klerk & Saayman, 2012) .
The level of proactivity that an entrepreneur adopts in networking can be positioned along a continuum from "reactive" to "proactive" (O'Donnell, 2004) . As O'Donnell (2004, p. 212) states "an owner-manager will be "proactive" in networking with a particular network actor if he networks with the actor in a planned and deliberate way, has keen expectations of the benefits of networking and regularly creates opportunities to network with the actor." Networking with a view to developing strong ties requires a proactive behavior. Hulsink and Elfring (2007) examine how entrepreneurs shape their network of strong and weak ties to match a new venture's changing requirements over time.
In a parallel way, professional networking based on the Internet is helping increase the size of potential networks. Moreover, the structural characteristics of digital technology allow the establishment of numerous self-perpetuating connections (Kuss & Griffiths, 2011) . At this respect, professional networking on the Net is increasing to support professional network development. Thus, both virtual and face-to-face networks must be emphasized as key factors for a successful development of any entrepreneurial activity.
Pr o a c t i v e n e t w o r k i n g b e h a v i o r concentrates on the use of strategies to implement networking activities. These include networking activities to align networking with business strategy and activities to build an effective on line and off-line network. These activities represent intentions on the part of the entrepreneur to manage his/her network in a systematic and professional way. It is also true that managers engage more in networking activities as the level of uncertainty perceived in the environment is increased (Sawyerr, McGee, & Peterson, 2003) . This is due to the fact that networking is derived from the firm's networking needs and its networking capabilities (Kaufmann & Schwartz, 2008) and it is crucial that entrepreneurs "act strategically when investing time in their network to avoid resource deficits on the one hand and neglecting other important tasks on the other" (Semrau & Werner, 2012, p. 174) .
Nevertheless, despite the importance of networking as a strategy to organizations' evolution (Wolff & Kim, 2012) , 85% of managers still do not use this activity with strategic purposes (Cheuk, 2007) . As a consequence, it is more important than ever to understand the factors that can positively change that percentage despite that some authors, such as Wiklund, Patzelt and Shepherd (2009) , argue that entrepreneurial resources, including social networks, only have indirect effects on venture growth.
Trait EI as predictor of proactive networking behavior
Several studies tr y to understand networking predictors and the establishment and usage of social networks among entrepreneurs (Jack & Anderson, 2002; Slotte-Kock & Coviello, 2010) . Forret and Dougherty (2001) conducted a study to examine the relationship of personal and job characteristics to involvement in networking. Multiple regression results showed that gender, socioeconomic background, selfesteem, extroversion, favorable attitudes toward workplace politics, organizational level, and type of position were significant predictors of involvement in networking behaviors. These authors also found that individuals possessing certain "personality traits and attitudes might be more likely to engage in proactive behaviors thereby leading to interactions with others in their environment". (Forret & Dougherty, 2001 , Teresa Torres-Coronas / María-Arántzazu Vidal-Blasco p. 288). In a more recent research, Wolff and Kim (2012) offer an integrative framework on the personality-networking relationship.
When online networking is taken into consideration, literature suggests that extraversion, emotional stability, and openness to experience relate to uses of social applications on the Internet (Correa et al., 2010) . Their study establishes the relationship between these three factors of personality and the use of social networking sites suggesting that while extroversion and openness to experiences are positively related to the use of social networking sites, emotional stability is negatively related to it (i.e. people with greater levels of neuroticism and negative affectivity are more likely to engage in these social activities). Moreover, they appreciated differences by gender and age. So, personality characteristics and emotional intelligence will also affect professional networking opportunities through non-business related networks.
Academic articles exploring the concept of EI began to appear in the early 1990s, when Salovey and Mayer (1990) , defined EI is "a kind of social intelligence that enables individuals to monitor the emotions of others and their own emotional status" (p. 187). However, one the most important development in the EI literature is Petrides and Furnham's (2001) conceptual bifurcation resulting in two distinct perspectives on EI: ability EI and trait EI. Following Siegling, Saklofske and Petridres (2004) "the differentiation between trait EI and ability EI is predicated mainly on the method used to measure the construct and not on the elements (facets) that the various models are hypothesized to encompass. " (p. 382).
The ability EI perspective conceptualizes EI as a constellation of cognitive-emotional abilities located in extant frameworks of human intelligence (Petrides, 2011) . It involves actual abilities and it measures with 'maximumperformance' tests, and it is directly applicable to cognitive ability (Petrides & Furnham, 2001, p. 426) . On the other hand, trait EI is defined as "a constellation of emotional self-perceptions located at the lower levels of personality hierarchies" . Trait EI is comprised of 'behavioral dispositions and self-perceived abilities' and should be measured through selfreport questionnaires. It is related to the study of personality (Petrides & Furnham, 2001, p. 426) . For entrepreneurs, "this ability to understand and accurately express nonverbal emotions as well as interpret the emotional expressions of others is extremely important" (Boren, 2010, p. 56) . The awareness of nonverbal expressions, for example, helps entrepreneurs in relating to customers and employees alike and, the "regulation of emotions assists in maintaining calm in stressful situations" (Boren, 2010, p. 57) .
The construct developed by Petrides and Furnham (2001) , measured through the TEIQue questionnaire, consists of four factors: a) well-being, related to optimism, selfesteem and trait happiness; b) self-control, related to emotion regulation, impulsiveness and stress management; c) emotionality, related to emotional expression, trait empathy, and quality of relationship; and d) sociability, related to emotion management, assertiveness and social awareness. For our study, we will be using Petrides and Furnham's (2001) trait EI definition and EI will be studied within a personality framework (Petrides, 2001; Petrides & Furnham, 2001 . Academic research has suggested that emotional intelligence is responsible for an individual's ability to engage in social interactions (Lopes, Salovey, & Straus, 2003) . These interactions help construct social skills (Fox & Spector, 2000) . This is an argument based on the hypothesis that emotions are key elements of how we communicate and socialize within groups (Lopes et al., 2004) . So, social skills can be recognized as a means to facilitate communication and as an important aspect of effective team work through relationship bonding. In a similar way, emotional abilities also play an important role in promoting critical reflection (Clarke, 2010) , work performance (Behbahani, 2011) , and better quality of work performance (Khokhar & Kush,
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Trait EI is an important factor in the prediction of entrepreneurial outcomes (Ahmetoglu, Leutner, & Chamorro, 2011; Chell, 2008) and entrepreneurial behavior (Bahadori, 2012) defined as a set of actions to exploit entrepreneurial opportunities. Given the social nature of entrepreneurial activities, trait EI can predict entrepreneurial success. Indeed, several authors suggest that higher levels of trait EI are necessary to exploit opportunities and innovations (Chell & Baines, 2000) . Therefore, there is a relationship between entrepreneurs' Trait EI and their success (Karimi, Kloshani, & Bakhshizadeh, 2012) . Based on these arguments, this study states the following two hypotheses:
H1:
Trait EI has positive effect on proactive networking behavior.
H2:
The four components of Trait EI (Well-being, Self-control, Emotionality and Sociability) have positive effect on proactive networking behavior.
Research Method
Sample
Au t h o r s e m p l o y e d a s t r u c t u r e d questionnaire to collect detailed information about trait emotional intelligence and networking activities of local entrepreneurs residing in Tarragona 1 . The Spanish National Bureau of Statistics (http://www.ine.es) was used as the population frame for the surveys. In 2013, there were 27.635 owner-managed or start-up enterprises in Tarragona. In order to obtain convenient sample questionnaires were e-mailed to a stratified sample of 450 owner-managed firms. An online self-administered questionnaire was used to approach the sample. A total of 42 (9.3%) usable questionnaires were received and used in the analysis. Among these, 16.6% were women and 83.3% were men. In terms of age, the results revealed that the majority of respondents (66.6%) were below the age of 45. It may be argued that this age reflects, to some extent, the maturity level of business entrepreneurs. Among respondents, 11.9% had more than 30 years of experience as entrepreneurs, 28.5% between 20 and 30 years, 50% between 10 and 20, and only a 9.5% had less than 10 years of experience. A 35.7% of the respondents worked in the manufacturing sector, a 54.7% in the service sector and a 9.2%) in the primary sector. Amongst the respondents, 30.9% had never used networking proactively, 19% used it on a daily basis, 30.9% less than once a month and 19%, several times per month.
Instruments
The instrument chosen to measure trait emotional intelligence in this study was the Trait Emotional Intelligence Questionnaire-Short Form (Petrides & Furnham, 2006) . It provides scores on four factors: well-being, self-control, emotionality, and sociability (Petrides, 2001 ) and explains criterion variance at a level comparable to that of the TEIQue full form (Siegling, Veseley, Petrides, & Saklofkse, 2015) .
A high well-being score indicates an overall sense of well-being. In general, individuals with high scores on this factor are fulfilled and satisfied with life. The self-control factor refers to one's degree of control over their urges and desires. Individuals with a high self-control score have the ability to manage and regulate external pressures. Individuals with a high emotionality score possess a wide array of emotion-related skills: recognizing internal emotions, perceiving emotions, and expressing emotions. The sociability factor focuses on one's social relationships and social influence. This factor differs from the emotionality factor in that it evaluates one's influence in a variety of social contexts, rather than just in personal relationships with family and friends. Individuals with a high sociability score are good listeners and effective communicators (Petrides, 2001) .
The psychometric properties of the instrument are supported by Petrides (2009) , Cooper and Petrides (2010) , Perera (2015) , Siegling et al. (2015) , and the recent work of Teresa Torres-Coronas / María-Arántzazu Vidal-Blasco Andrei, Siegling, Aloe, Baldaro and Petrides (2016) . For the present study, a reliability Alpha coefficient of 0.84 was obtained for the trait emotional intelligence scale and an alpha coefficient of 0.8 for the factor of Emotionality (8 items), 0.6 for Self-control (6 items), 0.82 for Well-being (6 items) and 0.67 for Sociability (6 items). The four remaining items contribute to the cumulative TEI score.
As networking is not a 'one-dimensional phenomenon' (Torenvlied, Akkerman, Meier, & O'Toole, 2012) , other variables have been included in the study. These added variable are related to the nature of the networking activity (strategic versus non-strategic) and to the way contacts are maintained (off-line versus on-line), which is a type of networking behavior (Forret & Dougherty, 2001) .
Strategic versus non-strategic. This research assumes that, as any other managerial action, networking can be categorized as either strategic or non-strategic. A strategic networking must be understood as the process that entrepreneurs use to align networking activities with business strategy. All the constructs were assessed with selfreport measures. Responses to all items were made on 7-point Likert scales from strongly disagree (1) to strongly agree (7).
Online versus offline networking. As in today's digital society, social networking technology can facilitate communication and collaboration between a new venture as its stakeholders (clients, suppliers …) two variables measuring how entrepreneurs built their networks were introduced in the analysis. Offline networking measures how entrepreneurs develop their professional network through the most appropriate offline channels (meetings, conferences,...) in terms of planned objectives and, online networking measures how entrepreneurs build their professional network through the most appropriate online channels (virtual communities) in terms of planned objectives. In both cases, there is an implicit proactive behavior to search for opportunities for both formal and informal interaction and collaboration with clients/customers and other stakeholders.
Control variables. Following previous research (i.e., Bahadori, 2012) this study includes age (years), gender (1 female, 2 male), and working experience as control variables. The length of professional experience is considered to be an influential factor in EI. Mayer, Caruso and Salovey (1999) asserted that in order for emotional intelligence to be considered a standard intelligence, it should increase with age and experience. Similarly, gender differences affect networking behavior and TEI. Though Forrett and Dougherty (2001) found little discrepancies in networking behavior between men and women, Van Emmerik et al. (2006) shows that men use their networking activities more effectively. Concerning TEI, Furnham (2000, 2001) indicate that gender is a significant predictor of self-estimated TEI, with women scoring higher than men on the emotionality factor (Petrides & Furnham, 2000; Siegling, Sfeir, & Smith, 2014) . Other studies, such as the one of Mikolajczak, Menil and Luminet (2007) , show men scoring higher in sociability and self-control and no differences on the well-being factor. Therefore, age, gender, and length of working experience as an entrepreneur were included in the analysis.
Data analysis
Correlation coefficients and reliabilities are shown in Table 1 , which presents the result obtained from a bi-variate analysis. The findings indicate that Proactive Networking Behavior was positive and moderately associated with Strategic Networking (r = .332), and it is highly correlated with Trait EI and two of its components (Wellbeing and Sociability), with their respective r (r = .603, r = .626, r = .603). Finally Proactive Networking is negatively correlated with Gender (r =-.595). Previous research on proactivity has also revealed that proactivity is contingent on gender (Forret & Dougherty, 2004) .
Total Trait EI correlated highly with its four components, as expected, and moderately with Offline networking, Age and Years in the Labor Market (r= .465, r = .675, r = .626).
Trait EI Well-being correlated with Proactive
The role of trait emotional intelligence in predicting networking behavior Networking, Offline Networking and Gender (r = .626, r = .675; r = -.444). Trait EI Sociability correlated with Proactive Networking, Offline Networking, Gender, Age and Years in the Labor Market (r = .607, r = .338; r = -.331, r = .714, r = .619). Trait EI Self-control was positively correlated with Offline Networking, Gender, Age and Years in the Labor Market (r = .338, r = .353; r = .482, r = 545) and negative correlated with Strategic Networking (r = -.333). Finally, Trait EI Emotionality correlated with Offline Networking, Age and Years in the Labor Market (r = .498, r = .541; r = .516).
In this study, we formulated different hypotheses regarding the relationship between proactive networking and trait EI and its four dimensions. In the first hypothesis, it was hypothesized that: (a) trait EI would be positively related to proactive networking behavior. We found support to Hypothesis 1. In the Hypothesis 2, it was hypothesized that: (a) trait EI components would be positively related to proactive networking behavior. Support was found for two of the subscales, well-being and sociability. Thus, it can be pointed out that proactive networking behavior is not related to trait EI global scale, emotionality and self-control. This is surprising, as the ability to influence others should be expected to impact on proactive networking behavior. Note. N=42. Gender coded (male=2, female=1). ** p< .01; * p<.05.
To test the impact of the explanatory variables on proactive networking behaviour, a multiple linear regression analysis was conducted. In particular, we adjust to the explained variable (ProactiveNet) a linear equation with ordinary least squares using the SPSS software. The explanatory variables are the four dimensions of EI (Well-being, Sociability, Self-control and Emotionality), StrategicNet, OnlineNet, OfflineNet and the control variables Gender, Age and YearsinLM. This regression will allow us to determine if all of the IE components are relevant to explain proactive net behavior or, on the contrary, only some of them. Given that, unfortunately, the sample is not very large but the potential set of explanatory variables is great, to adjust linear regressions we implement them with stepwise method by using forward selection. It involves starting with no variables in the model, testing the addition of each variable using a chosen model comparison criterion, adding the variable (if any) that improves the model the most, and Teresa Torres-Coronas / María-Arántzazu Vidal-Blasco repeating this process until none improves the model. In order to choose the variables to include that, we use the F-to-enter threshold criteria. Results are presented in Table 2 . Table 2 only shows the variables that we found to be relevant to explain ProactiveNet. F statistic indicates that the model is significative with a p-value of practically 0. Likewise, DurbinWatson statistic suggests that there is not a relevant problem of heterocedasticity. Regarding colinearity, we can observe that all the variables have a tolerance index above 0.4, and the VIF is in all variables clearly below 10 and following Belsley's criteria, condition index indicates no colinearity.
It can be observed that, Hypothesis 2 is partially confirmed since the relationship between Well-being and Sociability with ProactiveNet is positive and its significance is clearly above 99%. On the other hand, Self-Control and Emotionality do not show explanatory power on ProactiveNet. Gender (being male) has a negative influence on ProactiveNet, and OfflineNet and OnlineNet are positively related to. Finally, YearsinLM is not recognized as explanatory variable in the model. 
Discussion
Our research supports the idea that a combination of well-being and sociability is required to explain proactive networking behavior. These results are consistent with previous ones. Thus, for example, Forret and Dougherty (2001) found that engaging in networking behaviors might be viewed as highly threatening to low-self-esteem individuals or individuals with low score on Well-being. Low self-esteem individuals may feel they have nothing worth contributing to others and as a result may withdraw from networking opportunities. In contrast, individuals with higher self-esteem are expected to display more of a willingness to engage in networking behaviors as these individuals feel more confident when conducting networking activities. This idea is coherent with the notion that self-efficacy judgments can be used to explain why people develop an implicit interest in tasks, even tasks towards which they initially feel no intrinsic motivation (Bandura, 1977) . One of these tasks is negotiation.
To Elfenbein, Foo, White, Tan and Aik (2007) , negotiating skills are also crucial to entrepreneurial success. Entrepreneurs must negotiate with their suppliers, vendors, distributors and employees. The ability to recognize others' emotions is crucial and people higher on the ability to recognize others' emotions do better in
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As stated earlier, entrepreneurs' social networks can be made up of online as well as offline relationships. Entrepreneurs obtain resources from the social networks (Witt, 2010) and different social networks provide different resources to entrepreneurs (Jenssen & Koenig 2002; Witt, 2010) . It is the composition of their social networks that determines which resources entrepreneurs can obtain from it. Therefore, entrepreneurs must develop their professional network through the most appropriate offline and online channels. Moreover, in both cases there is an implicit proactive behavior, as confirmed by our results.
Relating to gender, few empirical studies exist that examine the gender differences in networking (Hanson & Blake, 2009; Watson, 2011) . Previous studies, such as Ibarra (1992) , call for further empirical evidence to clarify how men's and women's networks differ, the extent of these differences and the potential consequences of any such differences. Cromie and Birley (1992) argue that because the majority of women enter self-employment from a non-managerial background, it is likely that their personal network contacts will not be as extensive or well-developed as their male counterparts. Though, even where women move directly from paid employment into self-employment, it is likely that they have fewer network contacts (Cromie & Birley, 1992) . In parallel, women might have less entrepreneurial self-efficacy (Wilson, Kickul, & Marlino, 2007) and might feel a stronger need to develop a range of network ties from which they can access advice. Our results are consistent with these previous studies, as female entrepreneurs appear to be more involved in proactive networking than male entrepreneurs. This reality could be understood as a consequence of gender inequality in labor markets.
By incorporating the trait EI literature into entrepreneurial network research, we have attempted to contribute to entrepreneurship research by shedding light on what has been consistently identified as an under researched issue. The hypothesis tested can guide future empirical investigations into the critical role Trait EI plays in an entrepreneur›s network development process.
Limitations and Future Research
This study has some limitations but it also opens up the door to new research studies. As previously discussed, one important limitation of this research is the final sample size. So, in order to increase the reliability and consistency of the results, the study should be replicated to achieve significant changes in sample size.
Other variables, such as the size of the network and the strength of interpersonal ties, should be taken into consideration in the analysis and incorporated in the model. These variables should be included as a way to measure social networks. Following Anderson et al. (2008) definition, the size of the network, which is a crucial strategic asset, affects the number of contacts that give a professional relevant information and knowledge. In a parallel way, the strength of ties in an entrepreneur's network influences entrepreneurs' economic outcomes (Berrou & Combarnous, 2012) . In consequence, further research should examine whether these two variables are correlated with EI and whether EI can be used a predictor of high potential networking behavior. In their research, Dries and Pepermans (2007) have demonstrated the utility of using some indication of emotional intelligence to identify high potential managers. Using Bar-On model (Bar-On, 1997 ), these authors demonstrate that EI subscales (assertiveness, independence, optimism, flexibility and social responsibility) appear to be "covert" high-potential identification criteria, separating between high potentials and regular managers. Furthermore, high potentials display higher levels of job performance. In a parallel way, it should be analyzed whether EI can be an identification criterion, separating between high potential network-building entrepreneurs and regular ones.
It is also important to find further evidence about the relationship between entrepreneurship and trait EI. Zampetakis, Kafetsios, Bouranta, Dewitt and Moustakis (2009), for example, to propose and empirically test a theoretical model positing relationships among emotional intelligence, creativity, proactivity, and attitudes towards entrepreneurship and entrepreneurial intent. Zampetakis et al. (2009) finds that EI is positively related to entrepreneurial intentions and provide the literature with another important piece of the puzzle concerning entrepreneurial motivation. In a similar way, Ahmetoglu et al. (2011) and Ghorbani, Johari and Moghadam (2012) study EI as a predictor of entrepreneurship but with contradictory results.
Other studies have found that there are basic differences in the structures of men's and women's networks which influence their effectiveness. Women tend to establish networks which are smaller in size, have stronger tie strength and a higher degree of similarity among members than men (Knouse & Webb, 2001 ). Men's networks, which typically have weak ties and a broad or more diverse range in membership, tend to provide more instrumental benefits (Ibarra, 1997) . Consequently, questions should be raised as to whether men and women entrepreneurs benefit equally from proactive networking. Research studies with a gender perspective should consider further exploring the level of EI of the entrepreneurs, the existence of gender differences and the growth and success of the new ventures. The research conducted by Khatoon (2013) should be replicated with larger samples to increase results' reliability.
As the significance of Internet-based technologies has triggered a technological and societal development that is irresistible, "e-entrepreneurship can be expected to gain further importance in the future" (Kollmann, 2009, p. 13) . In the context of a global economic crisis, the Internet is a platform for setting up business providing entrepreneurial opportunities to those who may not be capitally rich (Waddell, Singh & Musa, 2006) . Advances in ICTs and the advent of the Internet have facilitated the emergence and growth of collaborative strategies amongst small e-businesses (Matlay & Martin, 2009; Matlay & Westhead, 2005) which could be defined as low-cost strategies. In this context, further research should be directed towards analyzing proactive networking behavior of the so-called e-entrepreneurs and whether EI could play a different role in this new business world.
It is also clear that to broaden our understanding about networking behavior, quantitative and qualitative studies should coexist to provide in-depth detail about social and professional relationships dynamics. Conducting case studies, focus groups or interviews with entrepreneurs will help understand how entrepreneurs use social networks in their professional life. Thus, for example, the study of Zhang (2010) , based of field interviews, offers a complete understanding of entrepreneurs' network behavior and its influence on the entrepreneurial process. In a similar way, Lockett, Jack and Larty (2012) presents findings from 14 in-depth interviews looking into the motivations and challenges of intermediaries and entrepreneurs engaged in the formation of a networking group. With no doubt, qualitative techniques are suitable to explore the softer side of networks and network behavior. For that reason, conducting qualitative studies would improve research outcomes on networking behavior among entrepreneurs.
Conclusions
Networking is a must-do activity for entrepreneurs as professional contacts link entrepreneurs with critical opportunities, support and resources. Networking helps an entrepreneur build more effective relationships with customers, suppliers, investors, public administration or financial institutions. As such, developing
The role of trait emotional intelligence in predicting networking behavior contacts through networking is important for starting a business and for its survival, growth and future development. In consequence, it is essential to investigate entrepreneurial behavior in terms of networking practices and predictors. To provide insights into this field of knowledge, this research evaluates how trait emotional intelligence supports proactive networking behavior amongst entrepreneurs, thus demonstrating the utility of using trait EI to evaluate high potential entrepreneurs. It explores whether trait EI can be a good predictor of proactive networking behavior.
Final findings partially confirm the researched hypothesis, with some components of trait EI (well-being and sociability factors) showing a significant positive correlation with proactive networking behavior. Managerial implications of our findings relate to the fact that two dimensions of trait emotional intelligence (well-being, sociability) have positive effect on proactive networking behavior among entrepreneurs. This might indicate that entrepreneurs with higher scores in these components will proactively manage their networks. We have also suggested various future research avenues that will lead to a better understanding of the role trait EI plays in an entrepreneur's network development process.
Nota
1
Tarragona is a city located in the south of Catalonia on the northeast of Spain, by the Mediterranean sea. It is one of the provinces that make up the Autonomous Catalan Region.
